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Scholars have begun to realize the importance of entrepreneurial political skills to new
ventures. Namely, social entrepreneurship is a context, in which entrepreneurs expend
great efforts in networking politically to integrate diverse resources and share interests
(e.g., ecology wellness) for sustainability. In this paper, we integrate the social exchange
theory and the resource-based view to discuss how social entrepreneurs’ political skills
enhance new ventures’ performance through their social network (size/diversity and
structural holes), and discuss how psychological capital in entrepreneurial contexts
can influence new venture performance by political skills’ functionality. By connecting
significant entrepreneurship research constructs at different levels, this article not only
enriches our knowledge about the ways in which social entrepreneurs’ political skills and
psychological capital affect the performance of ventures, but also offers new ventures
some guidance on how to use political skill to improve their social networking and
performance. Implications for social entrepreneurial sustainability are discussed.

Keywords: social entrepreneur, political skill, psychological capital, social network, new venture performance

INTRODUCTION

New ventures contribute to the socioeconomic development. Therefore, understanding the key
influencing factors of new ventures’ performance has very important theoretical and practical
value (Baumol and Strom, 2007). Entrepreneurship researchers have repeatedly emphasized the
importance of entrepreneurial social networks to the survival and development of new ventures
(Shane and Cable, 2002; Hoang and Antoncic, 2003; Ruef et al., 2003; Li and Zhang, 2007; Chen
et al., 2017), having found that entrepreneurs often cultivate and build extensive social networks
to get the various resources they need (Eisenhardt and Schoonhoven, 1996; Stuart and Sorenson,
2007; Stam and Elfring, 2008; De Carolis et al., 2009).

Although existing literatures have found significant positive effects of social networks on
venture performance, one fundamental question remains unanswered: why do some entrepreneurs
construct and develop social networks to enhance new ventures’ performance better than others?
From the behavioral perspective, studies have argued that an entrepreneur’s skills can impact
the construction and usage of social networks. Although many studies have examined the direct
effects of social networks on venture performance, few studies have analyzed the indirect effects
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of social networks. For example, social networks act as a
mediation variable that might transform entrepreneurial skill’s
effect into venture performance.

In the context of social entrepreneurship, efforts to answer
such questions are still wanting. Social entrepreneurship is a
special type of entrepreneurship, not only for pursuing economic
return but also for pursuing the goal of solving social/public
problems with alignment between diverse interests. In such
contexts, political skills are important for entrepreneurs. Ferris
et al. (2012) claim that individuals with higher political skills
are more likely to build good relationships with others and
to occupy central positions in the workplace (Treadway et al.,
2013). Omrane (2015) argues that individuals can use appropriate
skills to build good social networks that will help them access
important social resources. Fang et al. (2015) have proposed that
entrepreneurs with high political skills can build more stable and
more adaptive social networks than those with low ones.

All of these pioneering studies have commonly pointed
out a shared research direction – we need to know more
about how entrepreneurs’ political skill influences their social
network and in turn, venture performance. Moreover, little is
known regarding whether, and how, the four major dimensions
of political skill differentially affect the functionality of social
networks to improve new venture performance. Although
scholarly works have extensively examined the influences of
psychological capital on organizational results, it is suggested that
the studies focusing on the psychological capital’s consequent
influences on entrepreneurial performance, through a series
of mediating factors, are very limited. Studies examining the
relationship between psychological capital, political skill and
social networks in the entrepreneurship literature are also
very limited. Considering that political skill is related to
power relations in the organization, which demands a strong
psychological base, it comes to mind that this set of skills may
be related to psychological capital.

Further, the success of social entrepreneurship is inseparable
from extensive social support and help. Because pursuing both
social and economic goals often leads to a shortage of resources
for social ventures, social entrepreneurs need to propagate
their social mission and stimulate the prosocial behavior of
external resource owners. When social entrepreneurs persuade
resource owners to provide support and help, they must be
able to positively influence the psychological state of others
in order to gain others’ empathy and social identity. Thus,
entrepreneurial psychological capital may play an important role
in this process, and we believe that entrepreneurs with a positive
mental state may be better able to leverage their political skills
and social networks. In the process of interpersonal interaction,
individual emotional states usually affect each other, thus
entrepreneurs’ self-confidence, optimism, hope and resilience
may affect others’ emotional state, help them earn the trust of
others, and finally, may increase the probability of success in
social entrepreneurship.

In sum, to discuss the above questions, we conceptually
elaborate the potential influences of psychological capital on
political skills. Following this, we go into an in-depth discussion
of the effects of political skills on an entrepreneur’s social network

size, diversity, structural holes, and on their new venture’s
financial performance. We discuss the different effects of the four
dimensions of political skills. Furthermore, the mediation roles
of the above-mentioned social network dimensions are explored.
Moreover, the special context of social entrepreneurship is
suitable for a good illustration of the issues proposed here. Our
study will contribute to network-based entrepreneurship research
literatures and firm-level political skill research literatures,
especially in the context of social entrepreneurship. Before we
start the discussions of the interrelationships, we sketch the
conceptual scheme in Figure 1.

THEORETICAL BACKGROUND AND
PROPOSITION DEVELOPMENT

Psychological Capital and Political Skills
The concept of positive organizational behavior, which can
be described as the reflection of positive psychology in
organizational life, contributed to the conceptualization of
psychological capital (Avey et al., 2008, 2009; Luthans et al.,
2008). Psychological capital could be perceived as a holistic and
positive mental state that a collective of individuals share in
an organization.

There are various definitions of psychological capital,
related to the positive psychological state of an individual’s
and/or a collective’s development. In one of these definitions,
psychological capital is considered as the state of having the
confidence, or in other words, self-efficacy to provide the
necessary effort to succeed in difficult tasks. According to another
definition, psychological capital is a positive expectation about
the possibility of success in the present and future, or in other
words, the state of being optimistic. In addition, psychological
capital is defined as the ability to be determined to reach,
and to move toward new ways to achieve success, or in other
words, to carry hope. Finally, it can be said that psychological
capital is conceptualized as one’s ability to recover when faced
with problems or possible troubles and to show an insistent
attitude during such times, i.e., to be persistent or to be durable
Luthans et al. (2006a,b).

Based on these different, but highly interrelated
conceptualizations, scholars have agreed that psychological
capital has four basic dimensions: self-efficacy, optimism, hope
and resilience Luthans et al. (2007). Self-efficacy is a faithful belief
a person owns, to control the events and solve the problems
one faces in organizational life, with the positive motivation and
cognitive resources benefiting future prospects Stajkovic and
Luthans (1998). It is also defined as the individual’s positive belief
toward the abilities he has while doing and working Stajkovic and
Luthans (1998). Optimism can be defined as good expectations
for the future (Carver and Scheier, 2002a,b). At the core of such
definition, individuals relate positive events as a result of internal,
permanent and common causes Seligman and Csikszentmihalyi,
2000. Hope, the third dimension of psychological capital,
interacts with goal-oriented energy that arises from a plan to
meet specific goals with a sense of accomplishment Snyder
(2000). Finally, resilience is seen as the person’s ability to cope
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FIGURE 1 | Conceptual scheme.

with many negative situations (such as obstacles or uncertainty)
to re-bounce or to eventually lead to success (Luthans et al.,
2006b). It is a state in which positive change and development
are displayed in the face of adverse situations such as difficulty,
uncertainty, conflict, failure, etc. Masten (2001), Luthans (2002)
act. Erkus and Findikli (2013).

The relationship between psychological capital and
organizational outcomes has been widely investigated from
various angles in the literature. It has been stated that it
provides organizations with a competitive advantage. It has
further been suggested that psychological health might be
associated with political skills both positively and negatively
(Bedi and Skowronski, 2014). However, the detailed cause-effect
relationships have been under-discussed. That said, although
knowledge about how an individual’s political skills might affect
another person’s psychological state has been accumulated, few
have explored the ways in which a person’s positive psychological
state could influence his/her own political skills’ functionality,
especially in an entrepreneurial context Luthans et al. (2004).

During a new venture, an entrepreneur’s, as well as other
employees’ psychological capital may have a positive impact
on their performance. However, their way of influence may
be different. For example, the psychological capital of an
entrepreneur may directly and positively affect the functionality
of his/her political skills, enabling him/her to better motivate
internal employees and build better social networks, thereby
positively affecting new venture performance. Nevertheless, other
employees’ psychological capital may make them identify with
the new venture and be willing to contribute more to it,
which may have a positive impact on new venture performance.
Intuitively, people’s emotions can interact and influence each
other, thus, the psychological capital between entrepreneurs and
other employees may actually affect the interactions people have
with one another, and other employees’ psychological capital may
indirectly affect the functionality of the entrepreneur’s political
skills. To avoid confusion, this study only discusses the impact
of entrepreneurial psychological capital on the functionality of
political skills and new venture performance.

Reasonably based on the discussion above, the political skills
used to achieve people’s organizational goals are likely to be
influenced by psychological capital, which refers to the qualities

of individuals to reveal their strengths. Therefore, in this study,
the relationship between psychological capital and political
skill is proposed.

P0: Psychological capital in entrepreneurial contexts could
influence new venture performance through functional factors
(e.g., the political skills and social networks in this article).

P1: Psychological capital of an entrepreneur or an
entrepreneurial team could positively influence the functionality
of political skills.

Political Skill and Social Network
Existing research suggests that people’s personality and ability
characteristics affect the construction of their social networks
(Douglas and Ammeter, 2004; Wei et al., 2012; Ferris et al.,
2017; Burt et al., 2018). Though many political skill scholars
in organization behavior have repeatedly mentioned the
important role of individual political skill in the process of
interpersonal action in the organizational context (Ferris
et al., 2005, 2007), we still do not conclusively know why
different political skill levels could lead to different network
structure/attributes.

The existence of strong and mutually beneficial exchange
ties can promote the mobilization of social network resources
(Fombrun, 1982; Nahapiet and Ghoshal, 1998). The social
exchange theory suggests that human relations are based on
rational choice (Thibaut and Kelley, 1959; Homans, 1961) and
constitute a resource-exchange relationship – an exchange of
goods, both material and non-material, such as the symbols
of approval or prestige. The theory also assumes that actors
achieve their goals by exchanging resources with others, and
these goals are often beyond their reach (Lawler and Thye,
1999). Here, resource exchange can be regarded as social
exchange. The main aspect of social exchange is that it takes
place between individuals who have the characteristics of self-
interest and mutual need – two or more actors have what the
other needs, and they can independently decide whether, and
how much, to exchange (Aldrich and Zimmer, 1986). Persons
who give much to others try to get equally as much from
them (reciprocity), and persons who get much from others are
under pressure to give equally as much back. This process of
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influence tends to work out at equilibrium in the exchanges
(Homans, 1961). Appraisal of whether or not a new relationship
is attractive and valuable takes place through a comparison of
the ratio of the rewards and costs (which is calculated by their
self-standards) of the connection (Thibaut and Kelley, 1959).
Following one person’s initial contact with another person, the
formation and maintenance of the relationship depends on
the rewards/costs ratio/level they have experienced or expected.
Individuals’ behavior in the social interaction process is often
highly selective – they seek to produce the most satisfactory
results, and once they discover that they cannot reach their
goals, they will choose to give up the relationship (Thibaut
and Kelley, 1959). The core idea of social exchange theory
is that two actors voluntarily exchange their own resources.
However, there are also involuntary exchange relationships, for
example, ones lacking a good trading partner, taking place
when the actors are not satisfied with the partner but have
to maintain the existing exchange relationship. Drawing on
the above social exchange theory, logic dictates that the traits
and definitions of political skill determine that self-interested
actors, with a variety of private goals, will usually prefer to
be in contact or exchange resources with politically skilled
individuals for three reasons: the first is that politically skilled
individuals are more likely to discover and identify others’
needs and interests due to their social astuteness and savviness,
so politically skilled individuals can make an impression to
others suggesting that they own some resources needed by
others, by sending appropriate signals in social situations.
This may effectively attract others’ attention and interest. The
second reason is that politically skilled individuals are more
likely to gain others’ trust as they are, or appear to be,
sincere, genuine and honest. These traits signal to others
that being in contact, or exchanging resources with such
individuals is safe and beneficial. The third reason is that
politically skilled individuals are more likely to make favorable
impressions to others, suggesting that they can provide the
needed resources or help to others due to their interpersonal
influence ability. To interpret the above logic in detail, we
discuss the ways in which the four dimensions of political skill
influence social networks size, diversity, and structural holes,
as follows:

Social Astuteness and Social Network
Social astuteness means that people with high political skill
can better understand the actions and motivations of others
in social interactions (Ferris et al., 2007). This competence
helps politically skilled individuals to discover others’ potential
interest points and needs in social settings, and to know
how to behave or speak/talk to others, which can attract
others’ attention and let them believe that building a personal
relation with the individual is beneficial to their needs. It is
difficult for low social astuteness individuals to attract other
people’s attention and interest or to construct a connection
as they cannot understand others’ behavioral motivation and
significance well and do not have sufficient knowledge of others’
hidden interests and needs. Based on these arguments, we
propose that:

P2a: Social astuteness has a positive relation with the size of
entrepreneurial networks for both strong and weak ties.

High social astuteness individuals, as astute observers of
others, can more effectively search for and discover valuable
information in a variety of social settings, know their existing ties,
which can provide the necessary types of resources, and know the
types of resources which are lacking, as well as the types which
are redundant. This results in a greater likelihood of establishing
a connection with the persons than low social astuteness
individuals, as previously argued. Thus, we assume that:

P2b: Social astuteness has a positive relation with the diversity of
entrepreneurial networks for both strong ties and weak ties.

In comparison to the other three dimensions of political
skill, social astuteness can endow entrepreneurs the ability
to discover and identify valuable information/resources from
other individuals or organizations and help them know
who they can build ties with and how. Although apparent
sincerity, interpersonal influence, and networking ability can
also be helpful for building ties, the ties or resource-
exchanging cannot occur if individuals cannot discover or
identify which relationships are worth building. Social astuteness
helps entrepreneurs to find more potential relationship objects,
and as such, we expect that:

P2c: The relationship between the social astuteness and
entrepreneurial networks’ size/diversity will be stronger than the
relationships between the other three dimensions of political skill
and entrepreneurial networks’ size/diversity.

Apparent Sincerity and Social Network
Apparent sincerity means that people with high political skills
can make themselves appear genuine (Ferris et al., 2007).
A person who pursues a connection with another person
often has the basic confidence that the specific relationship
will result in some material or spiritual benefits for him/her
(resource exchange and reciprocity), while the other person
will not harm his/her interests by leveraging his/her flaws
and limitations (non-opportunistic behavior). High apparent
sincerity individuals can make a good impression to others,
suggesting to them that they are trusted, sincere, genuine,
and that they will not leverage others’ limitations for self-
interest and bring risk or harm to others. Therefore, most
people prefer to establish friendships and collaborative ties
with high apparent sincerity individuals and dislike to be
in contact with deceitful and selfish people, interaction
with whom results in more costs and fewer rewards. At
the possibility of a better alternative, people will select to
construct ties with more apparent sincerity individuals, thus we
argue that:

P3a: Apparent sincerity has a positive relation with the size and
diversity of entrepreneurial networks for both strong ties and
weak ties.

In a weak and inefficient institutional system environment,
there is a general lack of trust among people, and this
environment is conducive to social entrepreneurs to build good
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social networks. Such social networks, with many structural
holes, can complement the shortcomings of formal institutions
to a certain extent (Batjargal et al., 2013), and can help social
entrepreneurs to obtain resources and support that are not
available within the formal institutional framework (Burt, 1992;
Batjargal, 2007). For example, entrepreneurial networks with
structural holes help ventures get new information, knowledge,
loans, venture capital, and emotional support (Granovetter, 1973;
Burt, 1992). In this institutional context, entrepreneurs have
a stronger motivation to establish networks rich in structural
holes. Entrepreneurs who are, or appear to be, honest and
forthright can more easily win others’ trust, act as a broker, or
bridge ties between persons who lack a sufficient trust or lack a
direct connection than low apparent sincerity entrepreneurs. This
reasoning suggests that:

P3b: Apparent sincerity has a positive relation with
entrepreneurial networks’ structural holes.

Interpersonal Influence and Social Network
Interpersonal influence refers to the idea that politically
skilled individuals have an unassuming and convincing
personal style that exerts a powerful influence on others
around them and allows people to adapt and calibrate
their behavior to different situations to elicit the desired
responses from others (Ferris et al., 2007). Individuals with
high interpersonal influence can adjust their behaviors
according to different situations to influence others to
produce favorable behaviors (Ferris et al., 2005). Because of
the new venture’s liability of newness (Fombrun, 1982), lack
of necessary resources and legitimacy, new entrepreneurs have
a strong motivation to build network ties. Social astuteness
may help entrepreneurs find who possesses the necessary
resources for new ventures, while apparent sincerity may help
them acquire the owned-resource persons’ trust and leave
a good impression. However, whether the owned-resource
persons agree to build and maintain an exchanging-resources
relationship with entrepreneurs depends on others’ perception
of the type of resources the entrepreneur has, as well as
their willingness to exchange. Generally, strong ties are
more conducive to the exchange and utilization of network
resources (Fombrun, 1982; Nahapiet and Ghoshal, 1998).
Individuals with high interpersonal influence are more
likely to influence and control the choices of others (Ferris
et al., 2005, 2007). The main principle of social exchange
theory is that interdependence and mutual obligations
determine the form of their relationship (Cropanzano
et al., 2014). High interpersonal influence entrepreneurs
know how to delegate the appropriate help or resources
to the resource-owned persons according to their different
personalities and needs, leading to the desired response
(the owned-resource persons give the needed or necessary
help/resources toward the new venture). As such, high
interpersonal influence entrepreneurs can more easily
establish and maintain exchanging-resources relationships
with the owned-resource persons or organizations than

low interpersonal influence entrepreneurs. Based on these
arguments, we assume that:

P4: Interpersonal influence has a positive relation with the size
and diversity of entrepreneurial networks for both strong ties and
weak ties.

Networking Ability and Social Network
Networking ability means that individuals with high political
skills are able to identify and establish various connections, such
as friendships or alliances with others (Ferris et al., 2007). In a
transition context, where the formal institutional system is weak,
a resource-rich and interdependent network can bring sustained
competitive advantage to a new venture. Ventures with many
alliances are more powerful than lone-ventures, or ones with little
alliance, in super-competitive environments. As social exchange
theory outlines, resource-exchanging and interdependence are at
the basis of a relationship. High networking ability entrepreneurs
can effectively search, scan, discover and identify the resource-
owned persons or organizations, find the common interest
points and resource-exchanging possibilities, and then develop
diverse contacts with these individuals or organizations in further
building strong, beneficial alliances. Based on this discussion, we
propose that:

P5a: Networking ability has a positive relation with the size and
diversity of entrepreneurial networks for both strong ties and
weak ties.

As argued above, entrepreneurs who have a network rich in
structural holes can act as a broker and bridge ties. The brokers
generate returns each time they broker an exchange (Renzulli
et al., 2000). In this way, entrepreneurs can act as intermediaries
between suppliers and customers and benefit from them (Burt,
1992). Further, bridging ties can promote entrepreneurs in
having greater access to resources (Stam and Elfring, 2008;
Batjargal, 2010). Having a wide range of resource channels can
help entrepreneurs get resources at any given time (Batjargal
et al., 2013), thus, entrepreneurs have a strong motivation to
construct social networks rich in structural holes, because highly
networked entrepreneurs are more likely to build friendships and
interest alliances (Ferris et al., 2007). High networking ability
entrepreneurs can also search and discover more disconnected
network clusters and can establish bigger and more diverse
networks rich in structural holes than low networking ability
entrepreneurs. Thus, we propose that:

P5b: Networking ability has a positive relation with
entrepreneurial networks’ structural holes.

Social Network and New Venture
Performance
Many researchers agree that social entrepreneurship is embedded
in social networks (Aldrich and Zimmer, 1986) (pp. 3–
23). The literature clearly indicates that entrepreneurs often
obtain resources through their personal social relationships
(Adler and Kwon, 2002). Entrepreneurs’ social networks can
help them identify business opportunities (Batjargal, 2010),
activate resources (Batjargal and Liu, 2004), and gain legitimacy
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(Elfring and Hulsink, 2003). From the resource-based view,
entrepreneurs’ personal networks can be conceived as new
ventures’ special resources that can bring competitive advantage
to ventures. Network size or sum of connections with other
persons and organizations with resources needed for ventures
can influence or determine whether new ventures can acquire
sufficient resource from external networks with the ventures
development. A larger network may provide more valuable and
rare resources than a smaller one, and may better meet the
new ventures’ resource demand. Therefore, a different network
size may lead to a different venture performance. Due to this
reasoning, we suggest that:

P6a: Entrepreneurial networks’ size will be positively related to
both new ventures’ financial and non-financial performance.

Entrepreneurs’ social networks usually include different
types and characteristics of network members, and different
types of members often have different types of resources.
Therefore, the diversity of entrepreneurs’ networks will affect
the scope of their access to resources (He et al., 2013). New
ventures usually have higher uncertainty and entrepreneurs
often cannot know the types and channels of resources needed
in the future. Therefore, they need networks with higher
diversity (Elfring and Hulsink, 2007). Because networks with
higher diversity can reduce this uncertainty, new ventures can
obtain various resources and help through different types of
network members (Renzulli et al., 2000). In addition, a higher
social network diversity can reduce the cost of searching for
resources (McEvily and Zaheer, 1999). If the diversity of the
entrepreneur’s social network is low, the entrepreneur needs to
spend more time searching for resources from other networks
(He et al., 2013). Thus, the more diverse the entrepreneur’s
social network, the more it can expand their horizons and
increase the reputation of the venture among the network
members (Podolny, 2001). The whole impact of network
diversity on a new venture will have a positive effect on
its performance. Based on the above analysis, we make the
following proposition:

P6b: Entrepreneurial networks’ diversity will be positively
related to both new ventures’ financial and non-financial
performance.

In a social network with few structural holes, information
and resources are usually shared by most members (Granovetter,
1995). In contrast, in a social network with more structural
holes, information and resources are often not fully shared,
and entrepreneurs have an advantage in obtaining those
informal resources and information (Burt, 1992; Batjargal,
2007). For example, entrepreneurs can get early access to
information about new products, new markets and new channels
(Batjargal et al., 2013) as they can play the role of long-
distance network bridge connections (Stam and Elfring, 2008;
Batjargal, 2010; Ferris et al., 2012). In the entrepreneur’s social
network, mutual trust among members may also generate
customer recommendations (Granovetter, 2000). In social
networks with more structural holes, entrepreneurs can also
play an intermediary role, such as connecting suppliers and

buyers (Burt, 1992), which also gives them access to more
diverse resources (Stam and Elfring, 2008; Batjargal, 2010).
If entrepreneurs can obtain more raw materials, funds and
technology, then they can choose more ambitious strategies,
continue to develop new products and expand market space, all of
which will increase long-term returns for new ventures (Batjargal
and Liu, 2004). The extensive existence of structural holes
gives entrepreneurs more choice and freedom. Entrepreneurs
can obtain resources through separated network clusters and
they do not need to compromise with powerful members
in order to obtain resources (Burt, 1992). The existence
of structural holes results in isolated network members
in the entrepreneur’s social network, which will encourage
entrepreneurs to obtain different emotional support (Batjargal
et al., 2013). For example, relatives, classmates, friends, and
partners of entrepreneurs are usually isolated from each other.
They can provide different social and emotional support to
satisfy entrepreneurs’ needs (Churchill et al., 1987). These
types of emotional support increase entrepreneurs’ confidence
and help them focus on improving new venture performance
(Krueger and Dickson, 1994). If entrepreneurs can integrate
network clusters that are far apart, this can lead to some
positive results, such as promoting the integration of different
knowledge and resources, establishing alliances, and obtaining
venture capital (Granovetter, 1973; Batjargal, 2007). These
integrations are likely to bring rapid revenue growth to ventures
(Batjargal et al., 2013). Summarizing these arguments, we
propose that:

P6c: Entrepreneurial networks’ structural holes will be positively
related to both new ventures’ financial and non-financial
performance.

Psychological Capital, Political Skill,
Social Networks, and New Venture
Performance
As previously mentioned by some scholars – business is a
political arena (Gray and Ariss, 1985; Mintzberg and Waters,
1985; Jackall, 1988). The conception of political skills is derived
from this idea and it is defined as the ability to understand and
influence the behavior of others (Ahearn et al., 2004; Ferris et al.,
2005, 2007). Because of the new venture’s liability of newness
(Stinchcombe and March, 1965), lack of necessary resources
and legitimacy, entrepreneurs need to be able to persuade
resource holders to provide the support they need (Aldrich
and Martinez, 2001; Choi and Shepherd, 2005; Rutherford and
Buller, 2007). For example, entrepreneurs need to be able to
motivate employees to work hard, attract customers to buy
their own services or products, and persuade financiers to
provide loans (Tocher et al., 2012). Thus, it is not just the
entrepreneur’s social network that is important, but the ability of
entrepreneurs to use and manage the network is also important
for ventures to acquire resources (Batjargal, 2006; Jack et al.,
2008). The entrepreneur’s political skill can be conceived as
an important resource for its key role in convincing other
individuals or organizations to provide valuable and necessary
resources for ventures. For example, Ahearn et al. (2004),
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Breland et al. (2007), and Semadar et al. (2006) have found
that individuals with higher political skills are better able to
extract resources from social networks than those with lower
ones. Batjargal’s (Barney, 1991) research results show that
entrepreneurs with higher network capabilities can get their
new ventures better recognized by the public. Fang et al. (2015)
case study found that entrepreneurs with higher political skills
can better build their own social networks, make better use
of network relationships to obtain resources, and improve
new venture performance. Barney (1991) proposes that rare,
irreplaceable and heterogeneous resources and abilities can
bring sustainable competitive advantage. This includes various
tangible and intangible assets, such as organizational practices
and processes, knowledge and information, management
capabilities and company culture (Barney, 1991; Barney et al.,
2001). RBV has emphasized the importance of the skills of
top managers (Castanias and Helfat, 1991; Maritan, 2001). If
entrepreneurs who own high political skills can be viewed as a
specific, rare and valuable resource, we expect that politically
skilled entrepreneurs will bring better performance for their
new ventures than politically unskilled entrepreneurs. Further,
we define an entrepreneur as a new ventures’ founder and an
actual operator and controller. Entrepreneurs also substantially
take on the role of CEO; in fact, there is significant empirical
support for CEO effect on firm performance. For example,
some studies have found that CEO personality differences
can lead to significant differences in company performance.
Quigley and Hambrick (2014) found that the CEO effect on
company performance(ROS) had increased from 8.6 percent
(1950–1969) to 20.3 percent (1970–1989) to 26.4 percent
(1990–2009). More recently, Tocher et al. (2012) have found
that political skills have a significant and positive influence
on new venture performance (Tocher et al., 2012). Existing
research finds that political skills primarily affect non-financial
performance (Tocher et al., 2012). However, it remains unclear
whether political skills also affect financial performance. Because
there are many indicators for measuring company performance
(Stam et al., 2014), different measurement indicators may bring
different results. Therefore, we need to further study the impact
of political skills on new venture financial performance. As
we all know, in transition economy and social environments,
there exist resource-flow barriers due to weak and inefficient
institutions. Entrepreneurial resources are often constrained
and have low liquidity, and entrepreneurs’ ability to obtain
resources from external environments becomes an important
source of competitive advantage. Most researchers accept
that entrepreneur political skill is an important competence
contributing to the acquisition of the necessary resources
to enhance new venture performance in a weak institution
context. This argument may have both theoretical and
practical legitimacy.

Overall, based on the logic of Fang et al. (2015) and Tocher
et al. (2012), we believe that the political skills of entrepreneurs
will help entrepreneurs to establish good relationships
with resource owners and promote mutually beneficial
resource exchanges. Thus, politically skilled entrepreneurs
will establish and develop better social networks, which are

richer in resources, and then use these networks to achieve
a better performance. Drawing on the above arguments, we
propose that:

P7: Influenced by psychological capital, entrepreneur political
skill is positively related to both new ventures’ financial and non-
financial performance, through the functional effects of social
networks (size/density).

IMPLICATIONS AND FUTURE
RESEARCH DIRECTIONS

Implications for Social Entrepreneurship
Sustainability
New venture performance is a critical condition for the
sustainability of entrepreneurship. This does not only mean
that entrepreneurs and their newly founded ventures would
survive over time, but it also means that the entrepreneurial
efforts could be constantly committed into their business. Our
Perspective paper argues that, through active efforts in exercising
political skills to be effective, new venture performance could
be achieved on and on, by continuously expanding (i.e., the
size) and broadening (i.e., the diversity) social networks with
resource embeddedness. This paper also implies that merely
having political skills may not be fully effective, unless such skills
really function on the development of social networks. Therefore,
we further incorporated psychological capital into the traditional
research framework and proposed that psychological capital may
affect the functionality of the entrepreneur’s political skills, social
networks, and new venture performance.

On the other hand, this study also has important theoretical
and practical implications for social entrepreneurship and social
innovation. Unlike the benefits exchange in the business context,
in the context of social entrepreneurship, entrepreneurs are
more likely to obtain resources through charitable donations
or volunteer services from others. For resource providers who
have not received the corresponding benefits, whether they are
willing to help social ventures depends on whether they accept
the social goals of social ventures, or whether they have sufficient
confidence in the success of social entrepreneurship. Therefore,
in the context of social entrepreneurship, the psychological
capital of entrepreneurs may play a more important role in
helping social ventures obtain resources. This is due to the
fact that the psychological capital of entrepreneurs may not
only affect the functionality of their political skills but also
the psychological and emotional states of resource providers
or members of social networks, which will in turn affect the
resource acquisition of social ventures. In today’s world, there are
more and more social problems, such as unemployment, poverty,
environmental pollution, prevention and treatment of infectious
diseases, and aging of the population etc. These social problems
have threatened sustainable development and cannot be solved by
relying only on traditional government and market mechanisms.
Thus, continuous social innovation is required. Like social
entrepreneurship, the success of social innovation also requires
reaching broad social consensus and building public confidence.
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Therefore, the psychological capital of social innovators is also
very important, because their positive psychological states may
positively affect the emotions of various social groups and win
their support and help.

Limitations and Future Research
Directions
Limited by research resources and time, this paper only
provides a conceptual framework and a series of theoretical
propositions, and these theoretical assumptions have not
been empirically tested. Future research may empirically
examine the proposed and related hypotheses with multiple
and combined methodologies. For example, to examine the
conceptual framework in this article, studies need to adopt
both multivariate statistics, social network analysis, and financial
modeling methods. A high demand of the data collection and
testing skills is obvious. In addition, because the research concept
of this study involves multiple levels of individuals, teams or
groups and organizations, in future empirical research, it may
be necessary to further select a suitable cross-level theoretical
foundation and build a suitable theoretical model. In data
analysis, cross-level modeling and data analysis methods may be
required, such as HLM, Mplus, etc.

In this paper, we mainly discuss the impact of entrepreneurs’
own psychological capital on the functionality of political skills,
as other people’s psychological capital may have different effects
on the functionality of entrepreneurial political skill. Future
research can further analyze the impact of psychological capital
of internal colleagues and external social network members on
the functionality of entrepreneurial political skill.

Further, social entrepreneurship generally has a higher risk
of failure. When social entrepreneurs encounter entrepreneurial
failures, it is vital for them to be able to recover from the
spiritual shock they experience. They need to be encouraged
and comforted, and the cause of failure needs to be clearly
analyzed. Therefore, future research can explore and develop

some new research frameworks. For example, we can study the
relationships between psychological capital, resilience capacity,
resource portfolio, and learning from failure. Some interesting
questions include whether and how the psychological capital of
emotional network members affects the entrepreneur’s resilience
capacity. Are there significant differences in the impact of
psychological capital of different social network members on
entrepreneurs’ resilience capacity? How does the entrepreneur’s
resilience capacity affect their resource portfolio and learning
from failure, etc.?

AUTHOR CONTRIBUTIONS

LG was responsible for writing the initial draft of the manuscript
and putting forward the main propositions. C-FL was responsible
for the further modification and improvement of the manuscript.
Y-SY was responsible for reviewing and editing the manuscript.

FUNDING

This article was supported by the Jiangsu Province Social Science
Foundation (17SHB006): Study on the consciencewake behaviors
of social enterprises and its influences on performance – From
the perspective of network embeddedness (Research results of
Jiangsu Social Science Fund Project). This paper also is partially
supported by the Business Administration Discipline of Huaiyin
Institute of Technology (HIT) and the Applied Economics
Discipline of HIT. Also, this study is partially supported by the
following projects: The Key Construction Base of Philosophy and
Social Science Research in Colleges and Universities in Jiangsu
Province: Research Center for Innovation and Entrepreneurship
(2018ZDJD-B103), and The Outstanding Innovation Team
of Philosophy and Social Science Research in Colleges and
Universities in Jiangsu Province: Research on Development and
Social Governance in Northern Jiangsu (2017ZSTD018).

REFERENCES
Adler, P. S., and Kwon, S. W. (2002). Social capital: prospects for a new concept.

Acad. Manag. Rev. 27, 17–40. doi: 10.5465/amr.2002.5922314
Ahearn, K. K., Ferris, G. R., Hochwarter, W. A., Dougles, C., and Ammeter, A. P.

(2004). Leader political skill and team performance. J. Manag. 30, 309–327.
doi: 10.1111/j.1365-2834.2008.00942.x

Aldrich, H., and Zimmer, C. (1986). “Entrepreneurship through social networks,”
in The Art and Science of Entrepreneurship, eds D. L. Sexton and R. W. Smilor
(Cambridge, MA: Ballinger), 3–23.

Aldrich, H. E., and Martinez, M. A. (2001). Many are called, but few are chosen:
an evolutionary perspective for the study of entrepreneurship. Entrep. Theory
Pract. 25, 41–56. doi: 10.1177/104225870102500404

Avey, J. B., Luthans, F., and Jensen, S. M. (2009). Psychological capital: a positive
resource for combating employee stress and turnover. Hum. Resource Manag.
48, 677–693. doi: 10.1002/hrm.20294

Avey, J. B., Luthans, F., and Youssef, C. M., (2008). The additive
value of positive psychological capital in predicting work attitudes
and behaviors. Leadership Institute Faculty Publications. Paper 6.
http://digitalcommons.unl.edu/leadershipfacpub

Barney, J. (1991). Firm resources and sustained competitive advantage. J. Manag.
17, 99–120. doi: 10.1177/014920639101700108

Barney, J., Wright, M., and Ketchen, D. J. Jr. (2001). The resource-based view
of the firm: ten years after 1991. J. Manag. 27, 625–641. doi: 10.1177/
014920630102700601

Batjargal, B. (2006). The dynamics of entrepreneurs’ networks in a transitioning
economy: the case of Russia. Entrep. Reg. Dev. 18, 305–320. doi: 10.1080/
08985620600717448

Batjargal, B. (2007). Network triads: transitivity, referral and venture capital
decisions in China. J. Int. Bus. Stud. 38, 998–1012. doi: 10.1057/palgrave.jibs.
8400302

Batjargal, B. (2010). The effects of network’s structural holes: polycentric
institutions, product portfolio, and new venture growth in China and Russia.
Strateg. Entrep. J. 4, 146–163. doi: 10.1002/sej.88

Batjargal, B., Hitt, M. A., Tsui, A. S., Arregle, J. L., Webb, J. W., and Miller,
T. L. (2013). Institutional polycentrism, entrepreneurs’ social networks, and
new venture growth. Acad. Manage. J. 56, 1024–1049. doi: 10.5465/amj.2010.
0095

Batjargal, B., and Liu, M. (2004). ‘Entrepreneurs’ access to private equity in China:
the role of social capital’. Organ. Sci. 15, 159–172. doi: 10.1287/orsc.1030.0044

Baumol, W. J., and Strom, R. J. (2007). Entrepreneurship and economic growth.
Strateg. Entrep. J. 1, 233–237.

Bedi, A., and Skowronski, M. (2014). Political skill at work: good or bad?
understanding its predictors and consequences. SAMAdv. Manag. J. 79, 39–47.

Frontiers in Psychology | www.frontiersin.org 8 June 2020 | Volume 11 | Article 925

https://doi.org/10.5465/amr.2002.5922314
https://doi.org/10.1111/j.1365-2834.2008.00942.x
https://doi.org/10.1177/104225870102500404
https://doi.org/10.1002/hrm.20294
https://doi.org/10.1177/014920639101700108
https://doi.org/10.1177/014920630102700601
https://doi.org/10.1177/014920630102700601
https://doi.org/10.1080/08985620600717448
https://doi.org/10.1080/08985620600717448
https://doi.org/10.1057/palgrave.jibs.8400302
https://doi.org/10.1057/palgrave.jibs.8400302
https://doi.org/10.1002/sej.88
https://doi.org/10.5465/amj.2010.0095
https://doi.org/10.5465/amj.2010.0095
https://doi.org/10.1287/orsc.1030.0044
https://www.frontiersin.org/journals/psychology
https://www.frontiersin.org/
https://www.frontiersin.org/journals/psychology#articles


fpsyg-11-00925 June 9, 2020 Time: 18:33 # 9

Guo et al. Psychological Capital in Social Entrepreneurship

Breland, J. W., Treadway, D. C., Duke, A. B., and Adams, G. L. (2007).
The interactive effect of leader-member exchange and political skill on
subjective career success. J. Leadersh. Organiz. Stud. 13, 1–14. doi: 10.1177/
10717919070130030101

Burt, R. S. (1992). Structural Holes: The Social Structure of Competition. Cambridge,
MA: Harvard University Press.

Burt, R. S., Bian, Y., and Opper, S. (2018). More or less guanxi: trust is 60% network
context, 10% individual difference. Soc. Net. 54, 12–25. doi: 10.1016/j.socnet.
2017.12.001

Carver, C. S., and Scheier, M. F. (2002a). “Optimism,” in Handbook of Positive
Psychology, eds C. R. Snyder and S. J. Lopez (Oxford: Oxford University Press),
231–243.

Carver, C. S., and Scheier, M. F. (2002b). Control processes and self-organization
as complementary principles underlying behavior. Pers. Soc. Psychol. Rev. 6,
304–315. doi: 10.1207/S15327957PSPR0604_05

Castanias, R. P., and Helfat, C. E. (1991). Managerial resources and rents. J. Manag.
17, 155–171. doi: 10.1177/014920639101700110

Chen, Y., Zhou, X., Yang, G., Bao, J., and Wang, G. (2017). Social networks
as mediator in entrepreneurial optimism and new venture performance. Soc.
Behav. Personal. 45, 551–562. doi: 10.2224/sbp.5924

Choi, Y. R., and Shepherd, D. A. (2005). Stakeholder perceptions of age
and other dimensions of newness. J. Manag. 31, 573–596. doi: 10.1177/
0149206304272294

Churchill, N. C., Carsrud, A. L., Gaglio, C. M., and Olm, K. W. (1987).
Entrepreneurs—mentors, networks, and successful new venture development:
an exploratory study. Am. J. Small Bus. 12, 13–18. doi: 10.1177/
104225878701200201

Cropanzano, R., Anthony, E. L., Daniels, S. R., and Hall, A. V. (2014). Another
look at social exchange: two dimensions of reciprocity. Acad. Manag. 1:10144.
doi: 10.5465/ambpp.2014.10144abstract

De Carolis, D. M., Litzky, B. E., and Eddleston, K. A. (2009). Why networks
enhance the progress of new venture creation: the influence of social capital
and cognition. Entrep. Theory Pract. 33, 527–545. doi: 10.1111/j.1540-6520.
2009.00302.x

Douglas, C., and Ammeter, A. P. (2004). An examination of leader political skill
and its effect on ratings of leader effectiveness. Leadersh. Q. 15, 537–550. doi:
10.1016/j.leaqua.2004.05.006

Eisenhardt, K., and Schoonhoven, C. B. (1996). Resource-based view of strategic
alliance formation: strategic and social effects in entrepreneurial firms. Organ.
Sci. 7, 136–150. doi: 10.1287/orsc.7.2.136

Elfring, T., and Hulsink, W. (2003). Networks in entrepreneurship: the case of
high-technology firms. Small Bus. Econ. 21, 409–422.

Elfring, T., and Hulsink, W. (2007). Networking by entrepreneurs: patterns of
tie—formation in emerging organizations. Organ. Stud. 28, 1849–1872. doi:
10.1177/0170840607078719

Erkus, A., and Findikli, M. A. (2013). Psikolojik sermayenin is tatmini, is
performansi ve isten ayrilma niyeti üzerindeki etkisine yönelik bir arastirma/A
research on the impact of psychological capital to job satisfaction, job
performance and intention to quit. Istanbul Üniversitesi Isletme Fakültesi Dergisi
42:302.

Fang, R., Chi, L., Chen, M., and Baron, R. A. (2015). Bringing political skill into
social networks: findings from a field study of entrepreneurs. J. Manag. Stud.
52, 175–212. doi: 10.1111/joms.12107

Ferris, G. R., Perrewé, P. L., Daniels, S. R., Lawong, D., and Holmes, J. J. (2017).
Social influence and politics in organizational research: what we know and what
we need to know. J. Leadersh. Organ. Stud. 24, 5–19. doi: 10.1111/j.1529-1006.
2006.00030.x

Ferris, G. R., Treadway, D. C., Brouer, R. L., and Munyon, T. P. (2012). “Political
skill in the organizational sciences,” in Politics in Organizations: Theory and
Research Considerations, eds G. R. Ferris and D. C. Treadway (New York, N.
Y: Routledge/Taylor and Francis), 487–529.

Ferris, G. R., Treadway, D. C., Kolodinsky, R. W., Hochwarter, W. A., Kacmar,
C. J., Douglas, C., et al. (2005). "Development and validation of the political
skill inventory. J. Manag. 1, 126–152. doi: 10.1177/0149206304271386

Ferris, G. R., Treadway, D. C., Perrewé, P. L., Brouer, R. L., Douglas, C., and Lux, S.
(2007). Political skill in organizations. J. Manag. 33, 290–320.

Fombrun, C. J. (1982). Strategies for network research in organizations. Acad.
Manag. Rev. 7, 280–291. doi: 10.5465/amr.1982.4285594

Granovetter, M. (1995). Coase revisited: business groups in the modern economy.
Ind. Corp. Chang. 4, 93–130. doi: 10.1093/icc/4.1.93

Granovetter, M. (2000). The Economic Sociology of Firms and Entrepreneurs.
Availble online at: https://papers.ssrn.com/sol3/papers.cfm?abstract_id=
1512272 (accessed May 27, 2020).

Granovetter, M. S. (1973). The Strength of weak ties. Am. J. Sociol. 78, 1360–1380.
Gray, B., and Ariss, S. S. (1985). Politics and strategic change across organizational

life cycles. Acad. Manag. Rev. 10, 707–723. doi: 10.5465/amr.1985.4279095
He, X., Mai, Y., and Stam, W. (2013). Do formal political and business ties

help prevent new venture crises in transitional economies. Acad. Manag. Proc.
1:13249. doi: 10.5465/ambpp.2013.13249abstract

Hoang, H., and Antoncic, B. (2003). Network-based research in entrepreneurship:
a critical review. J. Bus. Ventur. 18, 165–187.

Homans, G. C. (1961). Social Behavior: Its Elemen-tary Forms. New York, N. Y:
Harcourt, Brace &World.

Jack, S., Dodd, S. D., and Anderson, A. R. (2008). Change and the development of
entrepreneurial networks over time: a processual perspective. Entrep. Reg. Dev.
20, 125–159. doi: 10.1080/08985620701645027

Jackall, R. (1988). Moral mazes: the world of corporate managers. Int J. Pol. Cult.
Soc. 1, 598–614. doi: 10.1007/bf01390690

Krueger, N. Jr., and Dickson, P. R. (1994). How believing in ourselves increases
risk taking: perceived self-efficacy and opportunity recognition. Dec. Sci. 25,
385–400. doi: 10.1111/j.1540-5915.1994.tb01849.x

Lawler, E. J., and Thye, S. R. (1999). Bringing emotions into social exchange theory.
Annu. Rev. Sociol. 25, 217–244. doi: 10.1146/annurev.soc.25.1.217

Li, H., and Zhang, Y. (2007). The role of managers’ political networking and
functional experience in new venture performance: evidence from China’s
transition economy. Strateg. Manag. J. 28, 791–804. doi: 10.1002/smj.605

Luthans, F. (2002). The need for and meaning of positive organizational behavior.
J. Organ. Behav. 23, 695–706. doi: 10.1002/job.165

Luthans, F., Avey, J. B., Avolio, B. J., Norman, S. M., and Combs, G. (2006a).
Psychological capital development: toward a micro-intervention. J. Organ.
Behav. 27, 387–393. doi: 10.1002/job.373

Luthans, F., Avey, J. B., and Patera, J. L. (2008). Experimental analysis
of a web-based training intervention to develop positive psychological
capital. Acad. Manag. Learn. Educ. 7, 209–221. doi: 10.5465/amle.2008.3271
2618

Luthans, F., Avolio, B. J., Avey, J. B., and Norman, S. M. (2007). Positive
psychological capital: measurement and relationship with performance and
satisfaction. Pers. Psychol. 60, 541–572. doi: 10.1136/bmjqs-2017-006847

Luthans, F., Luthans, K. W., and Luthans, B. C. (2004). Positive psychological
capital: beyond human and social capital. Bus. Horiz. 47, 45–50. doi: 10.1016/j.
bushor.2003.11.007

Luthans, F., Vogelgesang, G. R., and Lester, P. B. (2006b). Developing the
psychological capital of resiliency. Hum. Resource Dev. Rev. 5, 25–44. doi:
10.1177/1534484305285335

Maritan, C. A. (2001). Capital investment as investing in organizational
capabilities: an empirically grounded process model. Acad. Manag. J. 44, 513–
531. doi: 10.5465/3069367

Masten, A. S. (2001). Ordinary magic: resilience processes in development. Am.
Psychol. 56, 227–228. doi: 10.1037//0003-066x.56.3.227

McEvily, B., and Zaheer, A. (1999). Bridging ties: a source of firm heterogeneity in
competitive capabilities. Strateg. Manag. J. 20, 1133–1156. doi: 10.1002/(sici)
1097-0266(199912)20:12<1133::aid-smj74>3.0.co;2-7

Mintzberg, H., and Waters, J. A. (1985). Of strategies, deliberate and emergent.
Strateg. Manag. J. 6, 257–272. doi: 10.1186/s12913-017-2470-2

Nahapiet, J., and Ghoshal, S. (1998). Social capital, intellectual capital, and the
organizational advantage. Acad. Manag. Rev. 23, 242–266. doi: 10.5465/amr.
1998.533225

Omrane, A. (2015). Entrepreneurs’ social capital and access to external resources:
the effects of social skills. Int. J. Entrep. Small Bus. 24, 357–382.

Podolny, J. M. (2001). Networks as the pipes and prisms of the market. Am. J.
Sociol. 107, 33–60. doi: 10.1086/323038

Quigley, T. J., and Hambrick, D. C. (2014). Has the ‘CEO effect’ increased in
recent decades? A New Explanation for the Great Rise in America’s attention
to corporate leaders. Strategic Management Journal 36. doi: 10.1002/smj.2258

Renzulli, L. A., Aldrich, H., and Moody, J. (2000). Family matters: gender,
networks, and entrepreneurial outcomes. Soc. Forces 79, 523–546.

Frontiers in Psychology | www.frontiersin.org 9 June 2020 | Volume 11 | Article 925

https://doi.org/10.1177/10717919070130030101
https://doi.org/10.1177/10717919070130030101
https://doi.org/10.1016/j.socnet.2017.12.001
https://doi.org/10.1016/j.socnet.2017.12.001
https://doi.org/10.1207/S15327957PSPR0604_05
https://doi.org/10.1177/014920639101700110
https://doi.org/10.2224/sbp.5924
https://doi.org/10.1177/0149206304272294
https://doi.org/10.1177/0149206304272294
https://doi.org/10.1177/104225878701200201
https://doi.org/10.1177/104225878701200201
https://doi.org/10.5465/ambpp.2014.10144abstract
https://doi.org/10.1111/j.1540-6520.2009.00302.x
https://doi.org/10.1111/j.1540-6520.2009.00302.x
https://doi.org/10.1016/j.leaqua.2004.05.006
https://doi.org/10.1016/j.leaqua.2004.05.006
https://doi.org/10.1287/orsc.7.2.136
https://doi.org/10.1177/0170840607078719
https://doi.org/10.1177/0170840607078719
https://doi.org/10.1111/joms.12107
https://doi.org/10.1111/j.1529-1006.2006.00030.x
https://doi.org/10.1111/j.1529-1006.2006.00030.x
https://doi.org/10.1177/0149206304271386
https://doi.org/10.5465/amr.1982.4285594
https://doi.org/10.1093/icc/4.1.93
https://papers.ssrn.com/sol3/papers.cfm?abstract_id=1512272
https://papers.ssrn.com/sol3/papers.cfm?abstract_id=1512272
https://doi.org/10.5465/amr.1985.4279095
https://doi.org/10.5465/ambpp.2013.13249abstract
https://doi.org/10.1080/08985620701645027
https://doi.org/10.1007/bf01390690
https://doi.org/10.1111/j.1540-5915.1994.tb01849.x
https://doi.org/10.1146/annurev.soc.25.1.217
https://doi.org/10.1002/smj.605
https://doi.org/10.1002/job.165
https://doi.org/10.1002/job.373
https://doi.org/10.5465/amle.2008.32712618
https://doi.org/10.5465/amle.2008.32712618
https://doi.org/10.1136/bmjqs-2017-006847
https://doi.org/10.1016/j.bushor.2003.11.007
https://doi.org/10.1016/j.bushor.2003.11.007
https://doi.org/10.1177/1534484305285335
https://doi.org/10.1177/1534484305285335
https://doi.org/10.5465/3069367
https://doi.org/10.1037//0003-066x.56.3.227
https://doi.org/10.1002/(sici)1097-0266(199912)20:12<1133::aid-smj74>3.0.co;2-7
https://doi.org/10.1002/(sici)1097-0266(199912)20:12<1133::aid-smj74>3.0.co;2-7
https://doi.org/10.1186/s12913-017-2470-2
https://doi.org/10.5465/amr.1998.533225
https://doi.org/10.5465/amr.1998.533225
https://doi.org/10.1086/323038
https://doi.org/10.1002/smj.2258
https://www.frontiersin.org/journals/psychology
https://www.frontiersin.org/
https://www.frontiersin.org/journals/psychology#articles


fpsyg-11-00925 June 9, 2020 Time: 18:33 # 10

Guo et al. Psychological Capital in Social Entrepreneurship

Ruef, M., Aldrich, H. E., and Carter, N. M. (2003). The structure of founding teams:
homophily, strong ties, and isolation among US entrepreneurs. Am. Sociol. Rev.
68, 195–222.

Rutherford, M. W., and Buller, P. F. (2007). Searching for the legitimacy threshold.
J. Manag. Inquiry 16, 78–92. doi: 10.1177/1056492606297546

Seligman, M. E. and Csikszentmihalyi, M. (2000). Positive psychology: an
introduction. Am. Psychol. 55, 5–14.

Semadar, A., Robins, G., and Ferris, G. R. (2006). Comparing the validity of
multiple social effectiveness constructs in the prediction of managerial job
performance. J. Organ. Behav. 27, 443–461. doi: 10.1002/job.385

Shane, S., and Cable, D. (2002). Network ties, reputation, and the financing of new
ventures. Manag. Sci. 48, 364–381. doi: 10.1287/mnsc.48.3.364.7731

Snyder, C. R. (2000). “Hypothesis: there is hope,” in Handbook of Hope: Theory,
Measures, and Applications, ed. C. R. Snyder (Cambridge, M. A: Academic
Press), 3–21. doi: 10.1016/b978-012654050-5/50003-8

Stajkovic, A. D., and Luthans, F. (1998). Self-efficacy and work-related
performance: a meta-analysis. Psychol. Bull. 124, 240–261. doi: 10.1037/0033-
2909.124.2.240

Stam, W., Arzlanian, S., and Elfring, T. (2014). Social capital of entrepreneurs
and small firm performance: a meta-analysis of contextual and methodological
moderators. J. Bus. Ventur. 29, 152–173. doi: 10.1016/j.jbusvent.2013.01.002

Stam, W., and Elfring, T. (2008). Entrepreneurial orientation and new venture
performance: the moderating role of intra-and extraindustry social capita.Acad.
Manag. J. 51, 97–111. doi: 10.5465/amj.2008.30744031

Stinchcombe, A. L., and March, J. G. (1965). Social structure and organizations.
Adv. strateg. Manag. 17, 229–259.

Stuart, T. E., and Sorenson, O. (2007). Strategic networks and entrepreneurial
ventures. Strateg. Entrep. J. 1, 211–227. doi: 10.1002/sej.18

Thibaut, J. W., and Kelley, H. H. (1959). The Socialpsychology of Groups. New York,
N. Y: Wiley.

Tocher, N., Oswald, S. L., Shook, C. L., and Adams, G. (2012). Entrepreneur
political skill and new venture performance: extending the social competence
perspective. Entrep. Reg. Dev. 24, 283–305. doi: 10.1080/08985626.2010.535856

Treadway, D. C., Breland, J. W., Williams, L. M., Cho, J., Yang, J., and Ferris,
G. R. (2013). Social influence and interpersonal power in organizations roles
of performance and political skill in two studies. J. Manag. 39, 1529–1553.
doi: 10.1177/0149206311410887

Wei, L. Q., Chiang, F. F. T., and Wu, L. Z. (2012). Developing and utilizing
network resources: roles of political skill. J. Manag. Stud. 49, 381–402. doi:
10.1111/j.1467-6486.2010.00987.x

Conflict of Interest: The authors declare that the research was conducted in the
absence of any commercial or financial relationships that could be construed as a
potential conflict of interest.

Copyright © 2020 Guo, Liu and Yain. This is an open-access article distributed
under the terms of the Creative Commons Attribution License (CC BY). The
use, distribution or reproduction in other forums is permitted, provided the
original author(s) and the copyright owner(s) are credited and that the original
publication in this journal is cited, in accordance with accepted academic practice.
No use, distribution or reproduction is permitted which does not comply with
these terms.

Frontiers in Psychology | www.frontiersin.org 10 June 2020 | Volume 11 | Article 925

https://doi.org/10.1177/1056492606297546
https://doi.org/10.1002/job.385
https://doi.org/10.1287/mnsc.48.3.364.7731
https://doi.org/10.1016/b978-012654050-5/50003-8
https://doi.org/10.1037/0033-2909.124.2.240
https://doi.org/10.1037/0033-2909.124.2.240
https://doi.org/10.1016/j.jbusvent.2013.01.002
https://doi.org/10.5465/amj.2008.30744031
https://doi.org/10.1002/sej.18
https://doi.org/10.1080/08985626.2010.535856
https://doi.org/10.1177/0149206311410887
https://doi.org/10.1111/j.1467-6486.2010.00987.x
https://doi.org/10.1111/j.1467-6486.2010.00987.x
http://creativecommons.org/licenses/by/4.0/
http://creativecommons.org/licenses/by/4.0/
http://creativecommons.org/licenses/by/4.0/
http://creativecommons.org/licenses/by/4.0/
http://creativecommons.org/licenses/by/4.0/
https://www.frontiersin.org/journals/psychology
https://www.frontiersin.org/
https://www.frontiersin.org/journals/psychology#articles

	Social Entrepreneur's Psychological Capital, Political Skills, Social Networks and New Venture Performance
	Introduction
	Theoretical Background and Proposition Development
	Psychological Capital and Political Skills
	Political Skill and Social Network
	Social Astuteness and Social Network
	Apparent Sincerity and Social Network
	Interpersonal Influence and Social Network
	Networking Ability and Social Network

	Social Network and New Venture Performance
	Psychological Capital, Political Skill, Social Networks, and New Venture Performance

	Implications and Future Research Directions
	Implications for Social Entrepreneurship Sustainability
	Limitations and Future Research Directions

	Author Contributions
	Funding
	References


